do-it-yourself  tools  is  all 
the  rage  in  IT  these  days. 
What  could  possibly 
go  wrong? 
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Smarter  technology  for  a  Smarter  Planet: 

Most  boats  are  moved  by  propellers. 

This  one  was  moved  by  intelligence. 

There  are  thousands  of  different  types  of  boats,  but  to  a  boat  dealer,  there  are  really  just  two:  boats  that  have  been 
sold  and  boats  that  haven’t.  MarineMaxf  the  world’s  largest  boat  retailer,  is  using  Cognos*  business  analytics  software 
to  make  sure  its  boats  aren’t  languishing  in  showrooms,  hurting  its  bottom  line.  By  better  aligning  inventory  decisions 
with  customer  demand,  MarineMax  reduced  its  planning  cycle  from  3  months  to  3  weeks,  cut  costs  by  48%  and 
ultimately  tiKived  more  boats.  A  smarter  planet  is  built  on  smarter  software,  systems  and  services. 

Let’s  build  a  smarter  planet,  ibracom/insights  i  _  _ 

©  IBM. 
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Self-service  IT 


IT  Staffers  Shed 
1.500  Pounds 


Grow  Your  Data  Center 
With  Colocation 


M 


t  AT  SUPPLIERS  can  track  a  single 
pig  all  the  way  from  live  animal  to 
poik  chop,  thanks  to  new  technol¬ 
ogy  from  IBM  that  may  limit  or 


Pigs  are  identified  with  a  barcoded  ear  tag. 
That  tag  helps  track  various  pig  parts  as  they 
pass  through  the  slaughterhouse  and  on  to  the 
processing  plant,  the  distrihution  center  and 
finally  the  package  in  a  grocer's  case. 


in  slaughterhouses  and  retail  stores  in  the 
Oiinese  province  of  Shandong  Chitu's  inter¬ 
est  stems  born  an  outbreak  hhw-ear  pig 
disease  from  2006  to  2007.  The  illness  doesn’t 
aSect  humans,  hut  at  the  time,  it  led  to  a  pork 
shortage  and  sent  prices  soaring  There  was 
worry  that  the  disease  could  spread  to  other 
pigs  around  the  globe. 


IBM's  algorithms  analyze  data  and  assess 
risk  levels  to  try  to  cjuickly  identify  problems. 
For  instance,  t^  systems  could  categorize 
some  shipments  from  certain  suppliers  as  high 
risk  and  then  target  inspection  and  testing 
resources  to  potential  problem  are^. 

Steven  McOrist,  a  veterinary  ezpert  on  pigs 
at  the  University  of  Nottin^iam  in  England, 
said  that  tags  on  pigs  could  help  monitor  the 
early  stages  of  disease  but  that  other  diagnostic 
tods  including  blood  tests  “are 
still  needed"  to  clarify  the  actual 
problem  and  help  determine  the 
best  solution. 

“Ultimately,  the  holy  grail  of  this  ezercise 
is  if  you  can  prevent  an  outbreak  from  hap¬ 
pening"  said  Paul  Chang  vdio  leads  global 
;ing  technologies  at  IBM. 

-  Aitricii  Thibodeau 


Cheetah  line.  But  warranty  periods 
for  the  Momentus  XT  hybrid  drive 
and  nearline  products  including  the 
Constellation  2  series  are  being  cut 


warranties  for  some  of  Seagate's 
desktop  and  notebook  drives, 
including  the  Barracuda,  are  being 
cut  from  five  years 

Western  Digital 
announced  that  it's 
cutting  warranties  for  Caviar  Blue, 
Caviar  Green  and  Scorpio  Blue  drives 
from  three  years  to  two,  but  it  didn’t 
offer  an  explanation  for  the  changes. 
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Brocade.  The  world  leader  in  Ethernet  fabrics. 


Find  out  what  Brocade  customers  already  know. 
Learn  more  at  brocade.com/everywhere 
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Big  IT  Vendors  Lead  Patching  U^^^ards 


Im,  HEWUTT-rACKARD  and  Microsoft 
led  the  list  of  coininnies  that  {ailed  to 
patch  vulnerabilities  after  being  noti¬ 
fied  by  the  world’s  hugest  bug-bounty 
program,  according  to  the  TippingPoint  Zero- 
Day  Initiative  (ZDI). 

During  2011,  UppingPoint  —  a  division  of 
HP  —  released  29  “zero-day’’  advisories  that 
had  infbrmatiofi  about  vulnerabiiities  the 
company  had  reported  to  rr  vendors  siz  or 
more  months  ea^.  Ten  of  the  29  were  bugs  in 
IBM  software,  six  were  in  HP  applications  and 
five,  later  patched,  were  in  Microsoft  products. 

Other  vendors  on  the  late-to-patch  list 
included  CA,  Cisco  and  EMC. 

TqipingPoint,  which  sponsors  the 


rity  researchers  and  privately  reports  them  to 
vendors.  It  uses  the  inftirmation  to  craft  de¬ 
fenses  for  its  own  line  of  security  appliances. 

In  tnid-2010,  TippingPoint  atmounced  that  it 
would  go  public  with  advisories  that  included 


“limited  details'  of  reported  vulnerabilities  if 
vendms  didn’t  patch  them  within  six  months. 

TippingPoint  released  its  first  zero-day 
advisory  on  Feb.  7, 2011. 

Last  year,  Tippingfoint  said  it  was  using  the 
six-month  deadline  to  push  sr^are  develop¬ 
ers  to  release  patches  faster.  “By  releasing 
some  information,  it  puts  the  spotlight  on 
vendors,”  said  Aaron  Portnoy,  the  leader  of 
TippingPoint’s  security  research  team. 

Portnoy  and  Derek  Brown,  a  ZDI  research¬ 
er,  said  the  pressure  has  worked,  more  or  less. 
“We’ve  seen  a  better  response,"  Brown  said.  “If 
it  doesn’t  lode  like  they’re  making  a  cormnit- 
ment  to  patching,  we  release  the  information.” 

“It  puts  pressure  on  the  vendors  to  patch 
their  products,  because  the  number  of  un- 
patch^  vulnerabilities  can  change  the  percep- 
tkm  of  the  product’s  security,”  Portnoy  argued. 

As  of  late  December,  TippingPoiitt’s  inde¬ 
pendent  researchers  generUed  350  vulnerabil¬ 
ity  reports,  up  16%  from  301  a  year  eariier. 

-Gregg  Keizer 


to  model  a  single  brain  synapse. 

The  two-neuron  MIT  chip  can’t 
scale  to  model  a  whole  working 
brain:  Human  brains  contain  ICO 
billion  neurons,  each  of  which  inter¬ 
acts  with  many  others.  But  unlike 
past  systems  that  were  designed  to 
'think'  like  computers  -  they  were 
either  on  or  off  -  the  MIT  chip  al¬ 
lows  current  to  flow  in  a  stream  that 
ebbs  and  flows,  just  like  ions  do  in 


and  eyery  ionic  process  that’s  going 
on  in  a  neuron.'  said  Chi-Sang  Poon. 
the  team’s  principal  research  scien- 
tisL  in  a  siory  on  the  MIT  website. 

The  ability  to  mimic  different 
types  of  processes  is  important. 
Researchers  hope  to  use  the  chip 
to  build  systems  that  model  specific 
neural  functions,  such  as  the  visual 
processing  system  -  a  model  of 
which  could  be  used  to  build,  say. 
an  artificial  retina.  These  systems 
might  be  faster  than  traditional 
computers  -  faster,  even,  than  real 
human  brains.  Uh-oh. 

-  JOHANNA  AMBROSIO 


r:RFAT  WFR  HOCTINf; 

THE  BEST  VALUE 

SFRIOIK  RIISINF<;<; 


Superior  Website  Availability 
with  1&1  Dual  Hosting 

Your  website  is  simultaneously 
hosted  in  2  locations  in  our 
(jeo-redundant  data  centers! 

Unlimited  Access 

65  Click  &  Build  Applications. 


YOUR  PRIVAa  IS  IMPORTANT.  WE  AGREE. 

That's  why  at  1&1,  all  domains  come  with  FREE  Private  Domain  Registration  to  protect  your 
name,  address,  phone  number  and  e-mail  from  spammers  and  identity  thieves. 


Get  started  today,  call  1  -877-461  -2631 


www.1and1.com 
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nalyst.  Gerry  Miller,  and  its  chief  admini 


ibstantially  reduce  the  amount  it  charges  for  ti 
le  city’s  use  of  Google  Apps. 

“Although  CSC  does  not  have  the  technical  al 
jmply  with  the  City’s  security  requirements,  it 
Dted  that  the  DOJ  requirements  ate  not  curren 
itible  with  cloud  computing,"  wrote  Miller  anc 


LAPD  Drops 
Google  Apps  Plan 

Los  Angeles  dty  offidals  determine  that  cloud 
services  can’t  meet  security  requirements  set  for 
accessing  a  key  FBI  database.  By  Jaikumar  Vijayan 


In  April,  the  Los  Angeles  nmes  reported  that  the  city 
was  considering  suing  Google  and  CSC  over  their  delay  in 
implementing  the  CJIS  security  requirements. 

Google  maintains  that  the  LAPD’s  security  require¬ 
ments  were  never  part  of  the  original  contract  and  were 
introduced  only  ator  the  project  was  well  underway. 

In  a  statement,  Google  saii  “We’re  disappointed  that 
the  City  introduced  requirements  for  the  LAPD  after  the 
contract  was  signed  that  are,  in  its  own  words,  ‘currently 
incompatible  with  cloud  computing.’  We  realize  this 
means  the  LAPD  may  not  be  joining  the  17,000  other 
City  employees  successfully  using  Google  Apps.  Even  so, 
Los  Angeles  taxpayers  have  already  saved  more  than  two 


FTER  MORE  than  two  years  of  work,  the  city  of  Los 
Angeles  last  month  abandoned  plans  to  migrate  its 
police  operations  to  Google’s  hosted  email  and  office 


ch  CEO  Jeff  Gould  said  that  Google’s 
le  to  FBI  requirements  that  all  IT  contractor 
minal  background  check  and  sign  the  FBI  Se- 
Dcument.  He  theorized  that  European  Union 
lifficuk  to  get  Google  Apps  suppcHt  workers 
roT - ; — fingerprinting. 


We’re  disappointed  'li  !i  rn  y  hh  -diicefl  requirements  for  the  LAPD  after  the  contract  'vas 
•  1.  ,  ■  Ml i>:ntlv incompatible c.'ith cloud rnmpiiting.' 


SIMPLIFY 

your  move  to  the  cloud,  virtualization, 
and  big  everything  with 
HP  Converged  Storage. 


Reduce  cost  and  speed  deployment  with  the 
power  of  server  and  storage  convergence. 


With  HP  storage,  you  can: 


See  how  HP  storage  can  eliminate  be  ;nda"e". 
between  storage  and  the  rest  o!  It  ' 

now  at  hp.com/storage/5CI 


Or,  scan  this  OR 
mobile  dev'ice. 
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Mobile  Tactics 
Could  Be  Key  to 
2012  Election 

Analysts  say  candidates  must  improve 
their  mobile  tech  plans  to  communicate 
with  younger  voters.  By  Matt  Hamblen 


I  IVEN  THE  EXPtOSIVE  GROWTH  in  smartphone 
•  tablet  use  over  the  past  four  years,  campaign 
gies  for  using  mobile  technologies  could  prow 


te-focused  apps  via  Apple’s  App  Store  and  the 


directly  to  a  single  presidential  candidate. 

There  ate  mobile  apps  designed  to  help  sports  fans  follow  the 
NCAA's  annual  college  basketball  tournament,  “so  why  not  have 
similar  apps  to  track  campaigns?"  asked  Bill  Dudley,  group  direc¬ 
tor  of  pnduct  management  at  Sybase365  and  a  self-described 
mobile  guru.  “There  would  be  lots  of  mobile  engagement  for 


There’s  a  fine 
line  to  balance 
with  the  candidate’s 
need  to  stay  in  touch 
withsLippoi'teis 
and  [becoming]  a 


smartpboiies  and  tablet 
computers,  and  increas¬ 
ingly  use  them  as  portals 
to  Facebook,  TWitter  and 
other  social  networks. 

“Candidates  need  a  good 
social  media  campaign 


vote  Zday ;) 


Dudley,  who  compiled 
a  2012  motnle  industry 
forecast  predicting  that 
mobile  strategies  will  be  a 
"major  means  of  trying  to 


NUMARA 


Cloud 


Compliance  Manager 


Q  Endpoint  Lifecycle  Management 


Mobile  Device  Management 


PC  Lifecycle  Managen 


IT  Service  Management 

.  0 


Virtualization  Managem( 


'  CMDB 


This  Cloud  is  bigger  than  your  imagination... 


Introducing  the  Numara  Cloud  family 

cloud  cloud  cloud  Cloud 


z.  numarasoftware.com 


Indranil 

Ganguly 

His  leadership  in 
healthcare  IT  is 
helping  to  shape 
public  policy. 


what’s  your  favorite  tedinotofy? 

My  tablets.  I  have  both  an  iPad 


the  Xoom.  I  like  the  interface  better. 
I  like  some  of  the  apps  on  there 
better.  The  iPad  is  much  better 
as  an  entertainment  device,  and 
the  xoom  is  better  as 


Hoot  do  you  spend  your  free  time? 

Hiking,  biking,  spending  time  with 
my  family,  which  means  driving  them 


■ULV,  vice  president  and  CIO  at  CentraState  Healthcare  System 

I  in  Freehold,  SJ.,  says  he  and  his  colleagues  in  healthcare  IT  hove  an  opportunity  to 
mofce  a  real  difference.  GOs  and  their  teams  have  a  strong  grasp  of  what  benefits 
technology  can  bririg  to  the  medical  field,  he  says,  and  they  should  help  shape  health¬ 
care  policy.  Gariguly  is  helping  to  do  just  that,  serving  in  leadership  roles  with  various  trade 
associations.  The  College  (^Healthcare  Information  Management  Executives  (CHIME)  last 
fall  recognized  his  contributions  presenting  him  with  its  Stote  Advocacy  Award.  “As  the 
heolthcore  industry  enters  a  period  of  great  change,  it  is  more  important  than  ever  for  CIOs 
toget  erigaged  in  the  public  policy  process,"  he  says.  Here  he  shares  more  of  his  thoughts. 


iai  CFm/ppc 
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THE  GRILL  I  INDRANIL  GANGULY 


Conltnued/roni  page  10 
healthcare  (^rations. 
When  I  first  gpt  here, 
when  there  was  a  network 


everything  was  manage¬ 
able.  Today  it’s  misskm- 
critical;  the  technology 
has  become  a  key  driver 
in  supporting  the  care- 


itowdMtliatdiaiite 
affKt  yow  Job?  It  has 

increased  the  visibility 
of  the  IT  function.  Now 
everyone  knows  who  the 
IT  guys  are.  And  that  puts 
some  unexpected  pressure 
on  the  group  that  you  have 


skilll  you  need?  You  have  to  understand  the  business 
of  healthcare  and  how  technology  plays  a  role.  The 

tion  unlike  any  other  healthcare  executive.  We're 
uniquely  positioned  to  have  that  big  picture  of  the 


complex  concepts  in  an  easy  manner.  You  have  to  be 

ing  value.  Those  are  some  the  key  skills  as  CIOs. 
How  does  it  prepare  us  for  the  advocacy  role?  It  all 
lends  itself  to  that  education  mission. 

The  HITECH  Act  proimrtts  “tlie  adoption  and 
nwaninffol  iHO  of  health  information  tedinolocy.” 
How  do  you  deflne  “nwaninifui  use”?  Very  simplisti- 
cally,  being  a  meaningful  user  of  technology  means 
[answering  yes  to  these  questions]:  Are  you  getting 
value  from  the  techndogy?  Are  you  getting  value  for 
patients,  caregivers  and  the  organization  as  a  whole? 


CCi 


qualified  to 

step  up  and 

educate  the  legislators,  so  they 
don’t  put  out  rules  that  are 
unattainable. 


I 


•||ip  simply  accepting  of  the 

technology,  but  now 

|Uely  the  awareness  of  what 

jSj^VQ  technology  can  do  for 

them  has  been  raised  to  a 
up  and  point  where  they’re  asking 

C  enthpv  for  new  technologies  and 

^  '  enhancements.  That’s 

it  are  created  a  demand  curve 

that’s  very  steep,  but  our 
resources  for  providing 

haven’t  increased  as  steeply.  So  the  challenge  firr 


a  rule  hi  pubHc  polcy.  Why  b  It  hnpurtant?  aos 

shouldn’t  be  just  technologists.  Most  of  us  aren’t 
We’re  busmesspeople  who  first  and  foremast  tm- 
deistand  how  technology  can  impact  the  business. 
And  we’re  seeing  now  the  federal  and  state  govern¬ 
ments’ drive  to  transform  healthcare.  We  know  that 
the  large  industry  players,  both  private  and  public, 
are  looking  for  ways  to  make  heahheate  delivery 
more  efficient  while  trying  to  improve  or  maintain 
effectiveness,  and  they’ve  piruied  a  lot  of  hopes  on 
technology.  But  I  think  there’s  a  gap  between  the 
theory  of  technedogy  deploytnent  and  the  reality  of 
it,  and  CIOs  are  uttiquely  qualified  to  step  up  and 
educate  the  legislators,  so  they  don’t  put  out  rtrles 


What  wen  Uw  cIhHmih  to  adilevtag  that  foal 
in  your  orfanixatlon?  The  key  challenges  were 
around  getting  my  customers,  the  end  users,  to 
come  to  the  uble  to  participate  in  implementing  the 
technology.  Most  viewed  it  as,  “That’s  IT’s  resport- 
sibility.  Just  tell  roe  when  you’re  done."  But  th^ 
now  r^ize  if  they  don’t  participate,  the  system  isn’t 
optimized  to  meet  their  needs.  Then  you  have  to 
change  the  culture,  bow  they  work  on  a  daily  basis, 
to  nraximize  use  of  the  technology.  That’s  been  the 
greatest  challenge.  An  interesting  side  note  to  that: 
Sometimes  changing  culture  means  some  petyle 
have  to  do  more  wtrrk  than  before  and  not  realize  the 
value  themselves  but  see  the  value  to  the  organiza- 


Industry?  What  obstacits  remain?  At  CentraSute, 
we’re  forturrate  to  have  kicked  off  a  strategy  and 
implemented  a  lot  of  technology  before  meaningful 
use  came  to  be,  so  that  put  us  in  a  good  position.  So 
I  think  that’s  otw  of  the  challenges  for  others.  I  think 
we’re  also  seeing  a  growing  shortage  of  skilled  labor 
to  get  the  work  done.  As  more  and  more  are  pushing 
to  implement  technology,  the  pool  of  labor  who 
understands  the  technedogy  is  being  gobbled  up.  And 
that  whole  cultural  change  —  that’s  real,  too.  You've 
gpt  to  get  these  clinicians  to  buy  into  changing  their 
work,  and  that’s  not  trivial. 
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^00-j-jl^gg  ■fl'Qiyi  0  IsptOp  Introducing  Microsoft  Office  365.  Collaborate 

File  sharing  in  the  cloud' 

^  and  Lync  videoconferencing.  Starting  as  low 

Closing  deals  by  videoconference,  as  $10  per  user  per  month.  Begin  your 

It  all  works  together.  free  trial  now  at  Microsoft.com/office365 


a  Scan  tag  Mth  a  smart- 
■  phone  to  team  about 
9  the  Office  365  free  trial. 


1  ^  Microsoft* 

oaOffice365 


Microsoft's  App  Blitz 
Bodes  Well  for  Its  Future 


Offering 
appsforiOS 
and  Android 
is  a  way  for 
Microsoft  to 
keep  existing 
customers 
happy  while 
attracting 
new  ones. 


Computerworkl.com 
contributing  editor 
and  the  author  of 
more  than  35  books, 
including  How  the 
internetworks 
(Oue.2006). 


ONCE  UPON  A  TIME,  Microsoft  would  rarely  release  a  product 
on  a  competitor’s  platform.  Those  days  may  be  over.  At  the 
end  of  last  year,  Microsoft  launched  a  blizzard  of  apps  for 
iPhones,  iPads  and  Android  phones.  That’s  good  news  for 
anyone  who  cares  about  the  company’s  future. 


The  app  blitz  was  noteworthy  not  just  for  the 
breadth  of  the  apps  Microsoft  released,  but  also 
because  many  of  them  were  tied  to  core  Micro¬ 
soft  products  or  services  for  which  the  company 
expects  big  growth  in  the  future. 

Consider  one  of  Microsoft’s  most  successful 
big-growth  consumer  products  in  the  past  several 
years.  Xhox  j6o,  vdiich  is  aimed  at  an  important 
demographic:  gamers.  In  years  past,  Microsoft 
tended  to  use  such  a  foothold  to  help  promote  its 
own  products  exclusively  and  not  help  any  com¬ 
petitors.  If  Microsoft  were  still  thinking  that  way, 
it  would  release  Xhox  360  mobile  apps  only  for 
Windows  Phone  7,  in  hopes  of  spurring  Xhox  360 
users  to  buy  Windows  Phone  7  devices. 

Surprise!  Near  the  end  of  2011,  Microsoft 
released  several  Xhox  360  mobile  apps  not  just  for 
Windows  Phone  7,  but  for  Apple’s  iOS  platform 
as  well.  ’There’s  My  Xhox  Live  for  iOS,  which 
lets  gamers  use  Xhox  360  features  on  iPads  and 
iHwnes.  There’s  also  an  iOS  version  of  Kinecti- 
mals,  a  game  that  lets  people  interact  with  virtual 
pets,  and  Halo  Waypoint  for  iOS,  a  companion  to 
Microsoft’s  mega-sellii^  Halo  game. 

Microsoft  didn’t  just  target  gamers,  though. 

It  also  released  apps  right  in  its  sweet  spot  of 
busiDess  users  a^  the  enterprise  market.  It 
released  iOS  and  Android  versions  of  a  mobile  app 
for  Lync,  its  unified  business  conununications 
service,  and  it  updated  its  existing  iOS  OneNote 
app,  improving  it  in  a  variety  of  ways,  including 
taking  advantage  of  the  iPad’s  larger  screen. 


Other  releases  include  a  SkyDrive  iPhone  app 
for  browsing  Microsoft’s  cloud-based  storage 
service  and  a  tag  reader  app  for  the  iPhone  and 
Android  devices  that  can  scan  QR  codes  and  also 
read  NFC  signals. 

All  these  apps,  of  course,  are  also  available  for 
Windows  Phone  7.  But  by  making  them  available 
on  competing  devices  as  well,  Microsoft  has  shown 
that  it  recognizes  that  it  can’t  own  every  customer 
completely  and  that  people  are  likely  to  use  mul¬ 
tiple  platforms  for  multiple  purposes.  It’s  facing  up 
to  the  cold  fact  that  someone  who  uses  Xbox  360  is 
more  likely  to  own  an  iPhone  or  an  Andrmd  device 
than  a  Wirrdows  Pbone  7  device  simply  because 
Windows  Phone  7  has  such  a  small  user  base. 

Releasing  iOS  and  Android  apps  is  a  way  to 
keep  existing  customers  ha[^  while  attracting 
new  ones.  Having  an  Xbox  360  app  for  iOS  and 
Android  devices  becomes  a  selling  point  for  people 
considering  buying  a  gaming  system. 

The  same  holds  true  for  the  enterprise  market. 
Companies  will  mote  likely  want  to  use  a  service 
like  Lync  if  it  supports  a  wide  variety  of  mofale 
platforms.  Attd  this  also  holds  true  in  the  vast 
market  for  Internet-connected  consumers.  If 
Microsoft  wants  SkyDrive  to  succeed  against  com¬ 
petitors,  it  needs  to  deliver  apps  for  the  devices 
that  the  greatest  number  of  people  use. 

All  of  this  bodes  well  for  a  healthy  Microsoft. 
The  days  when  a  company,  even  a  massive  one  Uke 
Microsoft,  could  go  it  alone  ate  long  gone,  and 
Microsoft  seems  to  recognize  that.  • 
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Self- 

Service 


Empowering  users  with  do-it-yourself  tools 
is  all  the  rage  in  IT  these  days.  What  could 
possibly  go  wrong?  By  Tracy  Mayor 

Self-service  procurement.  Self-service  business 

intelligence.  Self-service  recovery.  User  provisioning  in 
private  clouds.  It's  a  wraidrous  world  for  end  users  today 
as  IT  departments  roll  out  tools  that  hand  them  the  reins 
to  the  data  and  services  they  desire,  whether  it’s  instant  access  to 
their  employee  benefits  accounts  or  a  deep  dive  into  corporate  data 
stacks  that  were  once  off-limits. 

But  all  this  user  empowerment  raises  a  question:  Are  users  up 
to  their  new  role?  To  be  sure,  it’s  been  a  long  time  since  IT  stiBeis 
have  had  to  show  employees  how  to  use  a  mouse  or  check  that  a 

desktcq)  PC  is  plugged  in,  but  there’s  a  big  jump  between  choos¬ 
ing  a  dental  plan  from  a  drop^Iown  menu  and  applying  advanced 
analytics  to  large  volumes  of  enterjHise  data. 

Have  users  really  arlvanced  so  for  that  they  can  rrdl  out  their 
own  business  intelligence  queries  or  recover  fiom  a  hard  disk 

foilure  entirely  on  their  own?  Yes  and  no,  say  IT  managers  and 
industry  analysts. 
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On  the  one  hand,  thanks  to  the  boom  in  smart  consumer 
devices  and  the  ubiquity  of  the  Internet  in  corporate  and  per¬ 
sonal  life,  employees  at  all  levels  of  the  organization  ate  more 
comfortable  with  techinlogy  than  ever  before. 

On  the  other  hand,  the  US.  workforce  is  now  zo-odd  years 
into  a  decline  in  expertise  in  science,  technology,  engineering 
and  math  (the  so-called  STEM  disciplines),  according  to  the 
National  Research  Council  and  other  educatum  observers.  If  you 
include  statistical  analysis  in  that  skill  set,  the  decline  poten¬ 
tially  sets  the  stage  for  a  perfect  storm  in  self-service  IT,  where 
overconfident  but  underskilled  end  users  run  amok  in  business 
systems,  draw  bad  cotKhisioos  from  randomly  masbed-up  data  or 
corrupt  ITs  once-pristine  data  stores. 

"Some  employ^  —  particularly  the  younger  members  of  the 
workforce  —  have  an  attitude  of 'give  me  access  and  rU  figure 
it  out,'  but  there  ate  nuances  to  data  that  they  may  not  realize,” 
observes  Ondi  Howson,  founder  of  business  intelligence  consul¬ 
tancy  BlScotecard.  "Some  start  out  quite  cavalier  in  their  efforts, 
then  get  to  a  certain  point  and  have  to  call  for  help." 

That  said,  Howson  believes  such  feilures  ate  a  necessary  part  of 
the  process  as  IT,  business  units  and  end  users  renegotiate  the  deli¬ 
cate  balance  of  who  can  do  what  when  it  comes  to  corporate  data. 

After  years  of  tight  control  by  IT,  the  pendulum  is  swinging 
the  other  way  —  "sometimes  maybe  a  little  too  far  the  other 
way,"  Howson  says.  Nevertheless,  the  move  toward  self-service  is 
only  going  to  accelerate,  she  and  other  analysts  say,  as  IT  depart¬ 
ments  face  increasing  demand,  from  the  newest  hire  to  the  most 
senior  executive,  for  faster,  better  access  to  corporate  services 
and  data.  "IT  canrrot  keep  up.  They  need  to  be  delivering  intel¬ 


ligence  faster  and  in  a  way  that’s  more  aligned  with  the  business 
than  what  they've  been  able  to  deliver  in  the  past,”  she  says. 

To  gauge  IT’s  handling  of  this  new  breed  of  customer,  Com- 
puterworld  checked  in  with  three  organizations  —  The  Kentucky 
Community  atrd  Technical  College  System,  Intel  and  Mitre  — 


Kentucky  Community  and  Technical  College  System: 

Serving  a  Diverse  Group  of  End  Users 

With  i6  colleges  in  70  locations  serving  an  estimated  t30,ooo 
feculty  members,  staff  members,  and  students,  KCTCS  supports 
a  broad  swath  of  users. 

KCTCS  uses  Oracle’s  Pet^leSoft  Enterprise  Human  Capital 
Management  system  to  toll  out  self-service  components  to  its 
various  user  constituencies,  says  CTO  Paul  Czarapata.  People- 
Soft’s  Campus  Solutions  application  allows  students  to  enroll  in 
classes,  pay  their  bills  and  make  scheduling  changes.  CzarapaU 
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Yahoo  to  be  constantly  tweaked,  but  mono¬ 
lithic  ERP  stacks  don't  change  as  rapidly  on 
the  UI  side  as  today's  generation  expects,” 
he  laments.  “We're  kind  of  at  the  mercy 
of  the  vendor  about  how  the  self-service 
components  work.  The  functionality  to  do 
everything  [users]  need  to  do  is  in  there;  it 
just  looks  climkier  than  they'd  like.” 

Intel: 

‘RHir  Big  Buckets’ of  Self-service 

“It's  intriguing  to  stand  back  and  think 
about  end  users,”  says  Diane  Bryant,  CIO 
and  vice  president  of  Intel.  “When  you  look 


Ts  easy  to  wind 
up  with  people  just 
drowning  in  data 
that  they  don’t 
know  how  to  make 
good  use  of.” 


Some  initiatives,  like  self-service  tech  support,  are  designed 
for  all  of  Intel's  93,000  emjdoyees,  who,  even  at  a  high-tech 
company,  encompass  a  wide  range  of  skills.  “We  roll  things  out 
and  some  will  dabble,  some  will  be  far  more  curious  and  more 
aggressive  in  pushing  the  limits  of  the  tool,  and  others  will  shy 
away,"  says  Bryant. 

“We  have  a  workforce  that  has  a  long  tenure,”  she  elaborates. 
“People  coming  into  Intel  tend  to  be  mote  comfortable  with 
these  new  ways  of  operating,  but  there's  always  a  base  of  employ¬ 
ees  that  isn’t  comfortable."  As  the  sdutions  mature  and  more  and 
more  rank-aiul-file  employees  adc^  them,  “the  rest  of  the  users 
eventually  get  swept  in,”  Bryant  observes. 

Self-service  systems  that  are  targeted  toward  specific  groups 
of  employees,  on  the  other  hand,  tend  not  to  fiice  that  kind  of 
adoption  lag,  Bryant  says.  The  company's  new  Web  publishing 
system,  for  example,  allows  its  approximately  2,000  coiporate 
marketing  employees  to  create  and  self-publish  content  for 
InteLoom. 

Likewise,  self-service  BI  solutions  give  salespeople  access  to 
analytics  on  customer  leads  and  allow  senior  financial  analysts 
to  run  what-if  scenarios  to  determirre  where  the  company's  finan¬ 
cials  are  going  to  land  for  the  quarter. 


users  can  handle  a  new  system;  it's  whether 
business-unit  managers  can  sell  the  merits  of 
the  system  effectively  enough  that  users  will 
adopt  it  willingly. 

"When  you  tell  people  you’re  goii^  from  a 
single  point  of  control  to  a  self-serve  model, 
you  are  changing  an  existing  business 
process,”  Bryant  says.  “Senior  leaders  often 
underestimate  how  hard  that  is.  IT  can’t  tell 
the  sales  force  to  surt  doing  things  difer- 
ently.  The  business  side  needs  to  educate 
them  on  how  this  change  will  make  them 
more  productive." 


Mitre: 

'  Early  Adopters,  Demanding  Users 

When  asked  about  the  technical  skill  level  of 
his  typcal  enqdoyee.  Mitre  Vice  President 
and  CIO  Joel  Jacobs  deadpans,  “Are  you  fomiliar  with  Mitre?" 

Indeed,  the  not-for-profit  research  lab,  originally  founded  by 
people  who  worked  at  MITs  Lincoln  Labs,  employs  some  7,000 
scientists,  engineers  and  support  specialists,  of  whom  65%  hold  a 
master's  or  doctoral  degree. 

“There's  a  high  probability  of  the  [end  user]  being  technically 
oriented  in  computer  science  or  engineering,”  Jacobs  says.  “Their 
ability  to  cope  is  pretty  high.” 

Mitre  was  among  t^  earliest  organizations  to  embrace  the 
Internet  arxl  the  Web.  “We  had  those  funny  characters"  — 
meaning  email  addresses  —  “on  the  bottom  of  our  business  cards 
20  years  ago,”  Jacobs  recalls.  Launched  in  the  early  1990s,  the 
organization's  intranet.  Mitre  Information  Infrastructure  (Mil), 
is  well  integrated  into  the  corporate  culture. 

In  two  decades.  Mil  has  evolved  to  include  a  high  level  of  self- 
service  access  to  a  range  of  corporate  tools,  including  time  cards, 
travel  expense  reports,  and  almost  all  HR  changes  and  transac¬ 
tions  except  those  chat  are  required  by  law  to  be  on  paper. 

An  upgrade  in  early  2010  now  allows  Mitre  to  push  role-based 
content  out  to  users  via  a  “my  actions”  gadget  that  resides  on  users' 
personalized  home  pages.  One  user's  actions  may  include  complet¬ 
ing  a  timeoff  request  or  installing  a  security  patch  to  her  com- 

a  particular  document  or  approve  a  procurement  request. 

Beyond  that,  when  developing  other  self-service  applications. 
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Mitre  has  a  fairly  well-established  process 

that  takes  place  between  IT  and  an  identi- 

6ed  data  owner  within  a  business  unit  to 
determine  which  employees  get  access  to 
what  data.  Even  then,  it  can  take  a  few 
tries  to  get  it  right. 

“Often,  the  first  request  is  for  some  raw 
feed,  but  it’s  easy  to  wind  up  with  people 
just  drowning  in  data  that  they  don’t  know 
bow  to  make  good  use  of,"  Jacobs  explains. 

Rather  than  having  the  business  side 
tell  IT  what  dau  they  think  they  need,  he 
prefers  that  they  frame  their  request  in 
terms  of  what  decisions  they  need  to  make. 

"Instead  of  saying ’1  need  XYZ  data  set,’ if 
they  say, ’I  need  to  better  manage  this  part 
of  my  cost  structure,’ then  we  can  tell  them 

what  dau  is  available  and  guide  them  to  what  will  be  most  useful 

If  tl^is  a  downside  to  having  a  sophisticated  workforce, 
Jacobs  says,  it’s  that  users  can  be  intolerant  of  poor  user  inter¬ 
faces  or  unnecessarily  chrmsy  processes  —  some  of  which  can’t 
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be  avoided  when  adapting  off-the-shelf 
software.  When  IT  designs  a  new  system 
at  Mitre,  "our  expectation  isn’t  that 
[users]  can’t  figure  things  out  —  our  user 
population  can  figure  things  out  —  it’s 
that  they  don’t  want  to  spend  their  time 
navigating  obsUcles,"  Jacobs  says. 

Hurdles  to  Keep  in  Mind 

IT  managers  and  others  agree  that 
successful  self-service  implementations 
come  from  equal  partnerships  between 
IT  and  the  line  of  business  that’s  request¬ 
ing  access  to  data  or  services.  That’s 
not  always  easy,  of  course,  but  keeping 
a  couple  of  hurdles  in  mind  during  the 
planning  stages  can  help. 

The  biggest  challenge  for  IT  is  to  keep  tight  control  over  the 
integrity  of  corjmrate  data,  while  still  giving  appropriate  users 
enough  access  to  allow  them  to  actually  accomplish  their  goals, 
says  Forrester  Research  analyst  Boris  Evekon. 

“The  best  scenario  is  a  win-win  when  you  divide  the  analytics 
application  stack  into  multiple  components  —  data  foundations, 
integration,  quality  assurance,  persistence,  warehousing.  IT  still 
has  to  be  responsible  for  those,  and  for  security  and  robust  disas¬ 
ter  recovery,"  Evelson  says.  “If  IT  says,  ’We  ate  in  full  control  of 
that’  —  if  they  can  say  the  data  resides  in  one  logical  place  that’s 
securely  integrated  —  then  sure,  let  users  have  a  field  day." 

IT  should  also  have  a  fully  nuaiKed  understanding  of  exactly 
which  user  community  it’s  being  asked  to  serve,  says  BlScote- 
card’s  Howson,  who  recognizes  that  certain  types  of  B1  tools 
best  serve  different  types  of  users.  A  power  user,  for  example, 
could  probably  handle  an  advanced  data-analysis  program  like 
Microsoft  PowerPivot,  while  an  executive  would  work  best  with 
an  interactive  dashboard  and  a  front-line  worker  might  need  just 
an  interactive  report  that  lets  him  tweak  and  re-chart  certain 
rows  and  columns  of  data. 

Matthew  Ripaldi,  a  senior  vice  president  at  IT  staffing  and 
recruiting  services  firm  Modis,  says  he’s  confident  that  today’s 
workers  are  aUe  to  handle  self-service  analytics.  He’s  mote  con¬ 
cerned  that  not  every  IT  employee  has  the  softer  skills  necessary 
to  sufficiently  define  the  scope  <rf  a  project. 

"Requirements-gathering  requires  gixxi  listening  skills.  You 
need  someone  who  can  say,  ’What  do  you  want  this  system  to  do? 
What  analysis  are  you  trying  to  accomplish?’  and  then  translate 
that  into  a  tech  solution,"  Ripaldi  says. 

In  cases  where  the  IT  staffers  assigned  to  the  project  are  more 

“black-and-white  tech  people,"  Ripaldi  recommends  bringing 
in  a  business  analyst  —  ftom  the  business  side  or  as  an  outside 
consultant  —  to  ensure  communication  stays  on  track. 

In  the  end,  Forrester’s  Evelson  finds  it  useful  to  put  the  self- 
service  movement  in  comext  Yes,  self-service  access  to  enterprise 

data  gives  users  power  and  flexibility  they  haven’t  had  before,  and 

yes,  that  requires  a  higher  level  of  control  on  ITs  part,  he  says. 

But  by  the  same  token,  these  new  systems  are  part  of  a  trend 
that’s  bwn  building  ever  since  computers  became  personal. 
“Business  users  have  been  using  spreadsheets  since  the  day  they 
were  invented.  If  you  thirrk  about  it,  [Microsoft]  Excel  is  still  the 
No.  iBl  tool  out  there."  * 
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Grow  Your 

Data  Center  With 

COLOCATION 

Brian  BURCN  knew  the  moment  had  arrived. 

Two  of  his  dau  center’s  key  services  —  avail¬ 
ability  and  business  continuity  —  needed  fast 

tion  limitatioos  meant  that  his  company’s 

existing  dau  center  couldn’t  be  upgraded  to  the  levels 
and  performance  that  he  required. 

COaiR.TI..OIl..COI.  u 


It’s  quicker  and  a  lot  less  expensive 
than  building  your  own  facility. 

RV  lOHN  EDWARDS 
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So  Burch,  senior  worldwide  infrastructure  director 
of  Kemet  Electronics,  a  capacitor  manufacturer  head¬ 
quartered  in  Simpsonville,  S.C.,  decided  it  was  time  for 
bis  data  center  to  split. 

Even  in  todays  challenging  economy,  enterprises 
are  facing  rising  internal  and  external  demands  for 
IT  services.  When  an  existing  data  center  can  no 
longer  handle  an  oiganization’s  IT  burden,  or  when 
it  becomes  necessary  to  establish  a  secondary  site  to 
provide  enhanced  disaster  recovery  capaUlities  or 
regional  network  support,  an  important  decUion  point 
has  been  reached. 

For  a  number  of  enterprises,  the  obvious  solution 
is  to  add  another  data  center,  and  for  many  of  those  it 
means  partnerii^  with  a  colocation  service  provider 
instead  of  building  a  new  facility  of  their  own. 

If  you're  considering  colocation  —  or  colo,  for  short 
—  it’s  essential  to  do  your  homework,  experts  say  (see 
“Colo  lot,"  page  23).  "You  absolutely  need  to  do  the  buy- 
vs.-build  analysis,"  says  Jeff  Paschke,  an  analyst  at  Tien 
Research.  But  having  said  that,  he  suggests  that  “buy" 
may  often  he  the  best  choice.  “I  am  a  former  enterprise 
dab  center  manager,  and  from  what  1  know  now,  more 
should  be  using  [colocation  facilities],"  he  says. 

Financial  considerations  may  play  the  biggest  role  in 
colocation  decisioas.  "Do  you  want  to  go  to  your  board 


Once  you  see  you’re  beginning  to  run  out 
of  space,  run  out  of  server  capacity,  [or] 
when  you’re  looking  to  add  or  upgrade 
an  application,  that’s  when  you  begin  to 
look  outside. 

IVNDA  STAOTMUEUER,  DATA  CENTER  ANALYST.  FROST  &  SULLIVAN 


and  ask  for  $50  million  in  capex  [capital  expenditures] 
for  another  dab  center?"  Paschke  asks.  “The  alternative 
is  to  go  to  a  provider  and  use  opex  [operating  expenses] 
and  not  have  to  spend  money  upfront” 

Given  the  massive  investments  of  time  and  money 
required  to  build  a  traditional  dab  center,  "fewer  orga¬ 
nizations  are  deciding  to  build  their  own  satellite  dab 
centers,"  says  Lynda  Stadtmueller,  a  data  center  analyst 
at  technology  research  company  Frost  &  Sullivan. 

In  a  trend  that’s  especially  pt^ent  among  opera¬ 
tions  that  use  time-sensitive  applications  that  require 
a  local  presence,  more  and  more  organizations  are 
leasing  space  from  a  colo  or  hosting  provider  rather 
than  building  and  managing  their  own  dab  centers, 
she  explains. 

Outer  limits 

Most  organizations  begin  thinking  about  adding  a  dab 
center  as  soon  as  their  existing  facility  starts  maxing 
out  its  physical  space  or  support  resources,  Stadtmuel¬ 


ler  says.  "Once  you  see  you’re  beginning  to  run  out 
of  space,  run  out  of  server  capacity,  [or]  when  you’re 
looking  to  add  or  upgrade  an  applicabon,  that’s  when 
you  begin  to  look  outside." 

Sometimes  the  push  comes  in  the  form  of  a  business 
need  —  a  new  initiabve  that,  for  insbnce,  requires 
a  lot  of  extra  computing  capacity,  or  enough  to  force 
your  existing  data  center  to  use  a  lot  of  extra  electricity. 
Power  is  usually  the  gating  factor  in  many  older  data 
centers:  Enterprises  tend  to  nm  out  of  power  options 
long  before  they  run  out  of  space. 

For  many  organizations,  the  idea  of  building 
a  second  site  often  arises  from  a  desire  to  create, 
enhance  or  cut  the  cost  of  a  business  continuity 
strategy.  “With  our  new  site,  we  really  wanted  to 
improve  on  the  [recovery]  time  from  any  kind  of 
failure,”  Butch  says.  Kemet  also  wanted  to  get  out  of 
a  costly  relationship  with  a  disaster  recovery  services 
provider,  he  adds. 

Lkking  Latency 

Another  mobvaUon  for  creating  a  new  dab  center 
is  to  boost  system  responsiveness  for  employees  and 
customers  in  remote  locales.  Organizations  running 
latency-sensitive  network  applicabons  —  those  that 
power  tebil  and  travel  websites  or  financial  services, 
videoconferencing  and  content  distribution  systems, 
for  example  —  usually  like  to  place  their  applications 
as  close  to  end  users  as  possiUe  to  improve  response 
times.  By  splitting  a  dab  center  into  two  or  mote  sites, 
an  otganizabon  can  more  efiBciently  serve  people  scat¬ 
tered  across  a  wide  area  —  even  if  they’re  on  multiple 
continents. 

Dayton,  Ohio-based  LexisNexis,  known  for  its  legal 
research  and  workflow  services,  decided  in  2009  to 
estaUish  a  colo  dab  center  in  Scottsdale.  Ariz.,  to 
better  serve  customers  from  a  location  that’s  relatively 
immune  to  storms,  earthquakes  and  other  natural 
calamities.  “We  wanted  soirtething  that  was  in  the 
western  region  of  the  U.S.,”  says  Terry  Williams,  the 
company’s  vice  president  of  managed  technology  ser¬ 
vices.  “Location  was  a  huge  part  <ff  our  decision."  The 
company  already  had  a  dab  center  in  Dayton. 

Not  surprisingly,  network  availability  and  perfon 
mance  were  essenbal  considerations  for  LexisNexis 
as  it  went  about  choosing  the  new  Site.  ‘‘The  key  for 
us  is  network  connectivity,”  Williams  says.  “That  was 
something  that  couldn’t  be  compromised  on." 

LexisNexis  is  hardly  the  only  organization  that 
vrants  to  set  up  dab  centers  closer  to  end  users  for 
better  service,  says  Darin  Stahl,  a  data  center  analyst 
at  Info-Tech  Research  Group.  “There’s  a  d^nite  move 
toward  decentralization,  arid  that’s  helping  enterprises 
that  want  to  open  additional  dab  centers,”  be  says. 

Williams  says  that  turning  to  a  colocation  provider 
—  Phoenix-based  lO  Dab  Centers,  in  bis  case  —  didn't 
requite  LexisNexis  to  compromise  on  any  services  or 
amenities.  “We  expected  all  of  the  norm^  thitrgs  that 
a  high-ber  data  center  would  have  in  terms  of  backup 
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months  searching  fi>r  a  she,  and  we  probably  looked  at 
no  less  than  30  different  locations  and  providers  —  h 
was  a  very  extensive  search,"  he  says. 

Space  at  a  Premium 

of  course,  colo  space  can  be  ti^  in  some  locations, 
so  expect  to  pay  a  premium  in  those  areas,  lieri’s 
Past^ke  explains  that  the  economic  slowdown  and 
resultii^  credh  crundi  put  the  kibosh  on  a  lot  of  daU 
center  capacity  build-outs.  Many  enterprises  put  their 
own  data  center  construction  plans  on  hold,  at>d  colos 
reined  in  their  expansion  activity  as  well.  So  nowadays, 

th^  the  vendors  don't  haw  as  mu^  data  center  space 
as  they  need. 

Of  course,  the  market  for  daU  center  space  varies 
from  location  to  location.  A  recent  WaU  Street  Journal 
article,  for  instance,  talked  about  an  oversupply  in  the 


power,  generators  and  all  of  those  things,  as  well  as 
network  connectivity,"  he  says. 

For  his  part,  Burch  feels  that  using  a  coloca¬ 
tion  service  —  Kemet  Electronics  chose  Columbia, 
S.C.-based  Itnmedion  —  allowed  a  fester,  less  costly 
deployment  without  sacrihdng  convenience  or  func- 
tionahty.  "We  were  able  to  get  everything  set  i4>  within 
a  two-month  period,  and  that  included  the  building 
out  of  office  space,  even  comrerting  some  office  ^>ace 
into  raised-floor  data  center  space,  which  is  pretty 
amazing.” 

Finding  a  suitable  colocation  provider  can  be  just 
as  challenging  as  scouting  a  site  for  a  traditional  data 
center.  “We  looked  at  taking  a  building  and  amvert- 
ing  it  ourselves,"  Williams  says.  After  deciding  that 
overhauling  a  stand-alone  building  wouldn't  be  cost- 
effective,  LexisNexis  started  looking  for  a  colocation 
provider.  “I  would  say  that  we  probably  spent  six 
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OUTSOURCING 


New  York-New  Jersey  area.  In  general,  though,  many 
analysts  say  there's  an  undersupply  of  colo  space  in  key 
locations. 

One  reason  this  is  important  is  because  some  shops 
opt  to  have  their  second  data  center  near  their  main  fa¬ 
cility  so  they  can  stay  close  to  their  gear.  Paschke  calls 
the  peoide  who  run  these  shops  "server  buggers"  —  IT 
executives  who  want  to  be  able  to  reach  out  and  touch 
their  servers,  even  though  the  goal  in  most  data  centers 
is  to  automate  much,  if  not  all,  of  the  systems  manage¬ 
ment.  If  your  main  office  is  in  a  high-demand  area,  it 
mi^t  be  difficult  to  find  a  nearby  coto  facility. 

More  factors  to  think  about  when  going  colo  include 
deciding  upfront  what  you're  willing  to  pay  for.  Some 
customers  need  mega-bandwidth  for  instant  response 
times  and  require  stringent  service-level  agreements, 
and  some  choose  to  have  telecommunications  links 
to  several  providers  for  backup  purposes,  in  case  one 
telecom  vendor  goes  black.  Others  aren't  so  concerned. 
“Some  people  don't  care;  milliseconds  don't  mean  that 
much  to  them,"  says  Jonathan  Hjembo,  senior  analyst 
at  TeleGeography  Research.  “Customers  just  need  a  ri¬ 
diculous  amount  of  different  things.”  he  notes,  adding 
that  such  diversity  is  pushing  the  market  forward. 

The  key  for  IIS  is  network  connectivity. 
That  was  something  that  couidn't  be 
con^Nomisedon. 

TCMn  WIUMMS,  VICE  PRESIDENT  OF  MANAGED  TECHNOLOGY  SERVICES. 

LEXISNEXIS 


Other  considerations  include  security  —  both  physi¬ 
cal  and  virtual  —  and  backup  infrastructure,  including 
power,  cooling,  fire  suppression  and  the  like.  Custom¬ 
ers  also  need  to  discuss  their  future  needs  with  their 
would-be  colo  partners,  to  make  sure  the  vendors  will 
have  enough  space  for  the  customer's  anticipated  needs 
for  the  next  few  years.  And  be  sure  to  do  a  finaiKial 

Staffing  Issues 

when  somebody  mentions  "colocation,"  a  lot  of  IT 
staffers  bear  "outsourcing"  —  and  naturally  begin  to 
worry  about  losing  their  jobs  or  influence,  analysts  say. 
"Peo^  ate  lesisunt  to  change,”  says  Tieri’s  Paschke. 

If  you  choose  to  go  the  colo  route,  your  suff  will 
prob^  need  some  time  to  get  comfortable  with  the 
idea.Info-Tech'sStahlsuggestsanevolutionatyap- 
proadi  in  wfakb  you  begin  by  using  a  colo  facility  as 
a  backup  data  center  and  lat«  use  it  to  handle  more 
critical,  first-tier  kinds  of  hardware,  storage  and  applica¬ 
tions.  "Once  that  happens,  customers  start  to  wonder 
whether  it's  the  best  use  of  a  server  admin  to  go  to  the 
colo  facility  and  mess  around  in  the  cage  for  a  day,"  he 
says.  At  that  point,  the  company  may  be  ready  to  con¬ 


sider  managed  services  for  some  of  its  IT  functions. 

A  staffing  issue  that's  often  neglected  until  the  last 
minute  is  the  need  to  hire  qualified  people  to  work  at 
a  secondary  data  center,  says  LexisNexis'  Williams. 
Sometimes  enterprises  q>t  to  use  the  colo  vendor’s 
on-site  experts,  but  other  tiroes  they  simply  lease  space 
within  the  facility  and  staff  it  themselves. 

“Obviously,,  you're  going  to  do  local  hiring,”  Wil¬ 
liams  says.  But  he  notes  that  a  remote  dau  center  has 
different  staffing  needs  than  a  primary  site.  SirKe 
secondary  data  centers  generally  don't  have  as  many 
management  and  administrative  jobs  as  main  sites, 
hiring  tends  to  focus  on  technical  individuals  who  can 
easily  move  between  multiple  tasks.  “You  want  a  small 
staff  that  can  actually  do  a  number  of  different  things,” 
be  advises. 

Still,  Williams  notes  that  LexisNexis  had  no  short¬ 
age  of  Dayton  data  center  staff  members  volunteering 
to  transfer  to  the  new  location.  “If  it’s  in  a  nice  location 
like  Scottsdale,  everybody  is  raising  their  hand  to  move 
out  there,"  he  says. 

For  most  enterprises,  adding  a  colocated  data  center 
is  usually  a  significantly  easier  task  than  creating  a 
primary  site  from  scratch.  In  most  cases,  established 
platform  and  practices  can  be  replicated  fairly  pain¬ 
lessly  at  the  new  location.  Kemet  used  its  main  data 
center  as  a  staging  area  for  the  new  site. 

"To  ease  the  transition,  we  actually  built  all  the  new 
equipment  in  our  primary  dau  center.”  Burch  says. 

“We  synchroniaed  all  the  data  that  was  going  to  be 
replicated  at  the  new  site  and  conducted  some  tests  to 
make  sure  everything  was  going  to  work  the  way  it  was 
supposed  to."  The  equipment  was  then  transported  to 
the  new  daU  center.  “We  then  simply  turned  it  on  and 
just  let  it  catch  up  on  what  it  bad  missed  in  the  eight 
hours  it  had  been  in  transit,”  Burch  says. 

To  complete  the  job,  the  Kemet  team  conducted 
a  series  of  tests  to  make  sure  that  the  new  business 
continuity  system  would  work  flawlessly.  “Once  we  had 
confirmed  that,  we  basically  declared  it  in  production 
and  then,  a  month  later,  we  let  our  traditional  [disas¬ 
ter]  recovery  contract  expire,”  Butch  says. 

Planning  carefully  and  paying  close  attention  to 
detail  are  vital  to  a  successful  de[doyroent.  Butch  says. 
“Most  of  all,  look  carefully  at  any  contracts  that  might 
be  involved  with  the  new  dau  center,  particularly  any 
disaster  recovery  or  hosting  contracts,”  he  advises. 

LexisNexis’  Williams  says  that  finding  a  competent 
and  trustwcuthy  colocation  partner  is  essential  to  the 
success  of  a  secondary  daU  center,  since  the  provider 
will  be  responsible  for  delivering  essential  infrastruc¬ 
ture  services,  mcluding  power  and  cooling.  “The  key 
thing,”  he  says,  “is  to  find  a  partner  that  can  provide 
what  I  would  consider  to  be  that  intimate  level  of 
service  —  meaning  that  you  feel  that  you’re  the  only 
client  there.”  ♦ 


reporting  by  Computerworld’s  Johanna  Ambrorio. 
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CAREERS 


IT  Staffers  Shed 

1,500 

Pounds 


Kaiser  Permanente’s  tio  Challenge’ 
pumps  up  IT  morale  while  promoting 
healthier  lifestyles.  By  Stacy  Collett 


WITH  HIS  50th  birthday  looming  at  the  end  of  July 
in  2010,  Frederick  Curiel  knew  he  had  to  lose 
weight.  But  as  with  many  IT  professionals,  the 
demands  of  his  job  had  put  cte  and  erierdse  on 
the  back  burner. 

“My  lab  [results]  were  ‘frightening,’  according  to  my  doctor," 
recalls  Curiel,  a  computer  specialist  in  the  Pleasanton,  Calif., 
office  of  health  maintenance  organization  Kaiser  Permanente. 
“She  wanted  me  to  go  on  medications.”  Curiel  preferred  to  try 

diet  and  eitetcise,  but  he  says,  “I  tried  a  hunch  of  things  and  had 

lost  some  weight,  but  I  reached  a  plateau.” 

Fortunately  for  Curiel,  he  was  about  to  get  a  little  help  from  his 
IT  co-workers. 

At  about  the  same  time  that  Curiel  needed  a  nudge,  Philip 
Fasano,  executive  vice  president  and  CIO  of  Kaiser  Permanente, 
was  looking  for  a  Uttle  motivation  of  his  own.  Coming  off  an 
ankle  injury,  Fasano  needed  incentive  to  get  back  in  shape. 

Kaiser  Permanente  had  already  begun  a  company  wide  ei^t- 
week  physical  activity  program  and  cross-country  virtual  journey 
called  “Thrive  Across  America,”  which  ran  from  May  to  June 
2010.  Employees  and  teams  were  encouraged  to  trade  their  physi¬ 
cal  activity  via  a  Web  portal.  Minutes  of  exercise  were  converted 
into  miles  on  a  cross-country  journey. 

But  Fasano  decided  to  take  the  program  a  step  further  by  going 


{wblic  on  the  c^pany's  IdeaBook  internal  social  network  with 

laurched  the  “51500  CIO  Challenge"  and  invited  the  rest  of  the 
IT  staff  to  join  him  in  his  quest. 

Fasano  posted  weekly  Uogs  to  update  his  progress  and  receive 
feedback.  Soon,  other  participants  began  blogging  questions, 
celebrating  their  own  wei^-kss  milestones  and  pasting  notes 
of  encouragement.  The  CIO  Challenge  became  one  of  the 

program,  400  IT  employees  collectively  lost  some  1,500  pounds. 
Curiel  broke  through  his  weight-loss  slump,  eventually  dropping 
a  total  of  50  pounds. 

What's  more,  Fasano  quickly  learned  that  the  challenge's  ben¬ 
efits  to  the  IT  department  outweighed  the  pounds  lost. 

“It  dearly  became  an  opportunity  for  us  to  engage  in  some¬ 
thing  in  common  regardless  of  place  in  the  IT  organization," 
Fasano  says,  "h  also  created  a  community  of  interest  where  we 

had  a  kin^  and  a  partnership" 

Moreover,  people  started  asking  Fasaiw  how  his  ankle  was 
recovering.  “It  allowed  me  to  crxnmunicate  directly  with  our 
IT  employees  in  a  way  that  I  hadn't  before  —  in  such  a  direct 
manner,"  he  says. 

Following  the  success  of  the  first  program,  Kaiser  Permanente 
last  fall  launched  a  lo-week  program  with  a  focus  on  walking. 
And  Fasano  once  again  put  out  a  call  to  his  team  to  join  him  in  a 
special  IT  challenge.  Tl^  time,  the  goal  was  for  each  partidpant 
to  walk  10  miles  per  week,  and  341  IT  staffns  signed  on  for  the 
challenge.  At  the  close  of  the  program,  the  team  had  collectively 
covered  some  27,000  miles;  that's  a  greater  distance  than  the 


HeiMiy  Dividends 

For  Betty  PizaiTO,  lead  administrative  assistant  at  Kaiser  Perman 
ente's  irmovation  and  technology  department  in  Oakland,  Calif., 
the  original  weight-loss  challei^  s(ntked  new  office  friend¬ 
ships  and  a  healthier  lifestyle. 

She  was  impressed  that  Fasano  publicly  disclosed 
his  heigte  and  weight,  and  the  amount  of  wei^t 
he  needed  to  lose.  "I  thought,  if  this  man  can  do 
this,  I  can  do  this.  So  I  took  on  the 
challenge,"  PizasTO  recalls. 

She  found  awaUdng  buddy  in 
the  rr  department,  and  they  began 
walking  outside  during  their  lunch 
break.  “It's  hard  to  lose  weig^ 
and  be  beahby  by  youiself.  so  I 
attached  mys^  to  positive  people," 
she  says.  Pizatro  credits  her  buily 
for  “pulling  me  out  of  my  ciffie" 
on  days  when  she  didn^  want  to 
leave  her  desk.  Every  other  week. 


forus 

in  common  regardless  of  place 
in  the  IT  organization.’* 


mentor  in  the  IT  department. 

Pizatio  lost  over  25  pounds.  “I  was  on  two  blood  pressure 
medicatiaas.  Tm  now  on  one,  and  I  am  as  cute  as  belli"  she  says 
witfaalaugh. 

Thot^  Pizatio  was  initiaUy  reluctant  to  share  her  thoughts, 
eonherfalog 
*.“1  did  it 


when  I  felt  the  need  to  acknowledge  to  myself  that !  hit  this 
mark,"  she  says. 

Curiel  used  the  company's  online  total  health  assessment  tool 
to  set  goals  and  timelines  to  help  him  stay  on  track,  in  addition 
toworkiiigoutevetydayatthegym.  "I  modified  my  diet  and 
started  consuming  mote  fruits  arid  vegetables.  At  my  desk,  I 
have  fruit,  vegetables  and  nuts.  I  stopped  going  out  to  hmeh  and 
started  eating  what  I  brought  in."  Curiel  says. 

He's  been  able  to  keep  the  weight  off,  thanks  in  part  to  the 
depanmentwide  lifestyle  change  Now  I  have  coworkers  who 
talk  about  health  and  fitness  just  as  office  chat,"  he  explains. 

Tony  Parmone,  a  senior  analyst  in  production  services,  lost  40 
pounds  with  help  from  the  QO  Challenge.  He  and  his  colleagues 
on  the  evening  shift  still  support  one  another's  healthy  habits. 

“Six  of  us  on  second  shift  walk  every  workday  at  8:30  p.m.  We 
walk  up  six  flights  of  suits  to  the  top  of  the  parking  garage  and 
watch  the  sun  set  off  the  mountains,”  Pannone  says.  “Also,  we 
all  bring  healthy  snacks  —  piu  chips,  hummus  and  veggies.  The 
whole  shift  participates." 

Not  everyone  in  the  IT  department  needed  to  lose  weight — 
and  some  may  have  needed  to  shed  a  few  pounds  declined  to 
participate.  “When  you  lose  weight,  you  start  losing  some  of  your 
fat  friends.  So  1  reached  out  to  people  who  think  healthy.  Petrie 
who  were  continuing  in  their  dd  habits  would  try  to  offer  me  an 
extra  piece  of  cookie,"  Pizatio  says. 

But  many  IT  woikeis  took  the  opportunity  to  change  their 
sedentary  habits.  Lydia  Keough,  an  IT  business  segment  partner 
in  Kaiser  Petmanente's  Denver  office,  felt  that  she  could  be  in 
better  shape.  “I  hadn't  been  working  out  like  I  normally  do  —  i 
had  gotten  away  from  it,  arxl  I  missed  it,"  she  says,  adding  that 
she  didn't  think  she  had  eiuugh  time  to  fit  exercise  back  into  her 

"When  the  challenge  came  up,  I  saw  other  people  doing  it  and 
I  [realized],  gosh,  everyone  else  is  out  of  time,  tool”  she  recalls. 

“It  just  alerted  me  that  maybe  I  wasn't  really  using  all  the  time  I 
had  in  the  best  way  to  be  in  shape.”  She  le-evahiat- 
ed  her  daily  schedule  and  decided  that  she  could 
get  up  an  hour  earliec  to  get  on  the  treadmill, 
take  that  walk  in  the  evening,  or  watch  the 
nightly  news  while  walking 
on  the  treadmin  after  dinner 
“instead  of  sitting  for  another  40 
minutes.”  She  posted  her  tips  on 
the  internal  blog,  as  well.  Today. 
Keough  is  in  better  shape  and 
eight  pounds  lighter. 

At  work,  “we  have  a  treadmill 
on  the  flom- above  us.  When 
you're  sitting  for  an  hour  or  mote, 
you  can  get  on  the  treadmill 
for  five  minutes  and  then  come 
back  and  work,"  she  says.  “Whl- 
exercise,  you  fc»l  more  focused.” 

The  challenge  reminded  Keou^  of  how  gend  she  feds  when 
she  exercises  regularly  and  of  bow  much  energy  that  brings  her. 

“I  realized  that  you  have  control  to  fit  this  into  your  life.  That  was 
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BYOD  Planning  Gets  a  Boost 

A  key  technology  to  allow  for  the  secure  use  of  personal 
devices  on  “  *  v  ork  is  virtual  desktop  infrastructure. 


E’REMAKINe  big  strides 
toward  our  CIO's  goal  of 
enabling  a  “bring  your 
own  device”  (BYOD) 
policy.  For  me,  it's  none 

That's  because  employees  are  increas¬ 
ingly  finding  ways  to  connect  their 
own  Macs,  taUet  PCs  and  other  mobile 
devices  to  our  internal  corporate  envi¬ 
ronment,  both  from  within  the  ofiSce  and 
remotely.  In  the  absence  of  a  policy,  it's 
been  a  case  of  anything  goes  as  long  as 
you  don't  get  caught  By 


the  IP  addresses,  machine  names  and 
MAC  addresses  that  are  permitted.  With 
VDl,  we  can  eapand  the  potd  of  devices 
that  can  coimect  to  the  network  because 
the  VDI  will  identify  the  user.  If,  for 
example,  some  pece  of  malware  enters 
the  network,  we  can  use  our  audit  and 
event  logs  and  our  security  incident  and 
event  management  tool  to  track  down 

We  plan  to  allow  VDI  access  from 
untrusted  environinents  —  for  example, 
a  PC  at  an  Internet  kiosk  halfway  around 
the  world.  One  of  my 
requirements  is  that  we 
enable  a  sandbox  mode 

no  possibility  of  direct 
interaction  between  the 
untrusted  PC  and  the  VDI  environment. 


setting  up  guidelines,  we 
stand  a  chance  of  control¬ 
ling  what's  coimected  to 
our  network  and  securing 


One  important  technology  that  will 
make  this  work  is  virtual  desktop  infra¬ 
structure,  commonly  r^eried  to  as  VDI 
—  if  it's  deployed  in  a  secure  manner, 
that  is.  This  vreek,  1  met  with  the  VDI 
prpect  team  to  make  sure  that's  how  it 


This  way,  malware  can't  be  uploaded  to 
the  trusted  VDI  environment,  and  intel¬ 
lectual  property  can't  be  downloaded  to 
the  PC.  (Some  of  these  restrictions  can 
be  waived  if  the  VDI  determines  that  the 
remote  PC  is,  in  fact,  a  company  asset)  I 


One  of  the  benefits  of  allowing  only 
known  devices  to  cmmect  to  your 
netwtnk  is  that  you  can  track  a  PC  to  a 
user  and  location  because  you  know  all 


timeout  and  screen  lock,  to  mitigate 
the  problems  that  arise  sriien  foigetful 
workers  walk  away  frtnn  a  kiod;  without 
logging  out  of  the  VDI. 


U  VDI  couM  also  help  numage  the  networic  access 
of  vendors,  partnei^  contractiH^  and  oth^ 


Trouble 

Ticket 


VDI  could  also  be  helpful  in  managing 
the  access  of  our  contingent  workforce. 
This  includes  vendors,  partners,  sup- 
(diers,  distributors,  contractors  and 
consultants.  Some  of  these  people  need 
access  to  our  infrastructure  and  applica¬ 
tions,  but  providing  them  with  a  VPN 
client  can  be  a  logistical  nightmare,  since 
varying  levels  of  access  are  needed  fin 
each  engagement  VDI  will  allow  us  to 
set  tq>  a  “rule  of  least  privilege”  (one  of 
my  primary  security  philosophies)  fin  all 
of  our  contingent  workers.  Once  again, 
this  will  he4>  protect  our  infrastructure 


lectual  propoty. 


Security  Ground  Rules 

I  also  toU  the  project  team  that  we  need 
a  login  banner  notifying  users  that  they 
have  t»  expectation  of  pivacy.  Our  1^ 
department  has  demanded  that  we  force 
users  to  dick  a  box  mdicating  that  they 
accept  the  prissibility  that  the  company 
might  monitor  their  activity. 

Another  of  my  requirements  is  that 
there  be  no  residual  dau  pertaining  to 
VDI  activity  on  the  host  rc  after  a  user 
has  logged  out  This  will  be  especially 
important  when  the  PC  is  untrusted  (like 
one  used  in  an  Internet  cafe,  fix  example). 
In  addition,  the  VDI  environment  must 
be  integrated  into  Active  Directory,  so  we 
can  easily  make  the  VDI  unavailable  to 
former  enqilayees  and  current  enqdoyees 

Finally,  as  with  all  remote  cotmec- 
tkms,  airy  access  to  the  VDI  environment 
must  be  encrypted  and  require  two- 
factor  authentication.  • 
Thisweefc'sjourndiswrinentyarailsecu- 

nnme  and  employer  hove  lieeii  dirguised  )br 
obvimis  reasons.  Contact  Urn  at  modiias. 
thurmanUyolHxusm. 
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BYOD  Planning  Gets  a  Boost 


;'RE  MAKING  big  strides 


own  Macs,  tablet  PCs  and  other  mobile 
devices  to  our  internal  corporate  envi¬ 
ronment,  both  from  within  the  office  and 
remotely.  In  the  absence  of  a  policy,  it’s 
been  a  case  of  anything  goes  as  long  as 
you  don't  get  caught.  By 
embracing  this  trend  and 
setting  up  guidelines,  we 
stand  a  chance  of  control- 

our  network  and  securing 


—  if  it's  deployed  in  a  secure  manner, 
that  is.  This  week,  1  met  with  the  VDI 
project  team  to  make  sure  that's  how  it 

One  of  the  benefits  of  allowing  only 
known  devices  to  connect  to  your 

user  and  location  becau; 


MARKETPLACE 


Smart  Choice  for 
Text  Retrieval*  siace  1991 

Instantly  Search  Terabytes  of  Text 


Highlights  hits  in  a  wide  range  of  data,  using  dtSearch's 
own  file  parsers  and  converters 

•  Supports  MS  Office  through  2010  (Word,  Excel,  PowerPoint, 
Access),  OpenOffice,  ZIP,  HTML,  XML/XSL,  PDF  and  more 

•  Supports  Exchange,  Outlook,  Thunderblrd  and  other 
popular  email  types.  Including  nested  and  ZIP  attachments 

•  Spider  supports  static  and  dynamic  web  data  like  ASP.NET, 
MS  SharePoint,  CMS,  PHP,  etc. 

•  API  for  SQL-type  data.  Including  BLOB  data 


25+  full-text  and  fielded  data  search  options 

•  Federated  searching 

•  Special  forensics  search  options 

•  Advanced  data  classification  objects 


AskMKHit 

fullv-fuilctionat 

evaniatidns! 


APIs  for  C++,  Java  and  .NET  through  4. 

•  Native  64-bit  and  32-bit  Win  /  Linux  APIs;  . 

•  Content  extraction  only  licenses  available 
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SHARKrrNK 


TRUE  TALES  OF  IT  LIFE  AS  TOLD  TO  SHARKY  : 


Were  the  Extensions  .xxx? 
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OPINION 


LVMGMN-NICIHWS 


Microsoft  Finally  Making 
Good  Products  -  Too  Late 


Now  that 
Microsoft 
is  finally 
making  good 
server  and 
desktop 
OSs,  we’re 
moving  on. 


technologYandthe 
business  ottechnologv 
since  CP/M-80  was 
cutting-edge  and 
300bps  was  a  Cast 
Internet  connection  - 


He  can  be  reached  at 
sivn9vnal.com. 


IF  YOU’VE  read  many  of  my  articles  over  the  past  20  years,  you  may 
have  noticed  that  I  don’t  care  for  Microsoft  or  its  products.  That  isn’t 
because  I  think  open-source  software  or  Apple  prcxlucts  are  unbeat- 
ably  great.  It’s  because  Microsoft’s  products  are  usually  awful. 


A  lot  of  you  are  thinking  I  can’t  possiWy  be 
right  about  that.  After  all,  you  work  and  play  with 
Windows,  Office  and  other  Microsoft  offerings 
every  day.  You’re  hardly  in  the  minority.  But  has 
Microsoft  enjoyed  its  enviable  market  position 
because  it  produced  the  best  products?  Nah. 

Microsoft  became  No.  i  b«ause,  in  business. 
Bill  Gates  bad  the  morals  of  a  great  white  shark 
in  a  feeding  frenzy.  By  the  time  the  courts  finally 
slapped  Microsoff  down  in  the  Netscape  case, 
it  was  too  late.  The  great  monopolist  had  either 
killed  off  or  bought  out  its  competition. 

To  quote  Thomas  Penfield  Jackson,  the  presid¬ 
ing  ju^  in  US.  V.  Microsoft,  “Most  harmful  of 
all  is  the  message  that  Microsoft’s  actions  have 
comeyed  to  every  enterprise  with  tte  potential 
to  innovate  in  the  computer  industry.  'Through  its 
conduct  toward  Netscape,  IBM,  Compaq,  Intel, 
and  others,  Mkrosrffi  has  demonstrated  that  it 
will  use  its  prodigious  market  power  and  immense 
profits  to  harm  any  firm  that  insists  on  pursuing 
initiatives  that  could  intensify  competition  against 
one  of  Microsoft’s  core  products.  Microsoft’s  past 
success  in  hurting  such  companies  and  stifling 
innovatioo  deters  investment  in  technologies  and 
businesses  that  ezhibit  the  potential  to  threaten 
Microsoft  The  ultimate  result  is  that  some  inno- 
vatkms  that  would  truly  benefit  consumers  never 
occur  fix' the  sole  reason  that  they  do  not  coincide 
with  Microsoft’s  self-interest' 

That’s  why  most  of  you  are  using  Microsrfft 
products  today.  But  just  as  Microsoft  stomped  out 

such  as  Linux  and  Firefin,  began  appearing,  artd 


Microsoft’s  irsual  tactics  couldn’t  touch  them. 

At  about  the  same  time,  Steve  Jobs  returned  to 
Apple  and  refocused  what  was  then  a  wreck  of  a 
company  on  creating  “insanely  great”  products. 
Against  Jobs’  high-end,  higji-price  approach,  Mi¬ 
crosoft  was  again  unaUe  to  compete. 

At  first,  Microsoft  didn’t  really  care.  Even 
thou^  it  lost  its  antitrust  case,  it  got  away  with 
little  more  than  a  hand  slap.  Life  was  good. 

Until,  that  is.  Microsoft  started  noticing  that 
open  source  and  Apple  were  slowly  eating  away  at 
its  markets.  Microsoft,  now  an  old,  fat  dinosaur, 
finally  had  to  start  making  good,  competitive 
products.  It  took  ages,  but  today,  Windows  Server 
2008  Ra  is  a  great  server  operating  system, 
Wmdows  7  is  an  excellent  desktop  operating 
system  aixl  even  Internet  Explorer  9  is  a  reasrxi- 
able  Web  browser. 

Too  bad  it’s  too  late.  Now  that  Microsoft  is 
finally  making  good  server  and  desktr^  operating 
systems  and  |xt)gtatns,  we’re  moving  to  tte  cloud, 
smartplvxies  and  tablets.  Yes,  Microsoft  has  Azure 
fi>r  the  cloud,  but  it’s  only  one  of  marry  cloud 
platfixms,  arrd  there’s  nothing  compelling  about 
ft.  As  fix  the  mobile  device  market,  Windows  8 
will  never  make  ft  out  in  time  to  compete  with  the 
open-source-based  Andrmd  and  Ap(de’s  iOS.  It’s  a 
d^  OS  walking. 

Don’t  get  me  wrong.  Microsoft  won’t  drop  dead 
tomorrow.  But  like  the  fift-client  desktr^,  it’s  in 
decline.  I  won’t  miss  ft  when  ft’s  finally  gone.  • 


prtftMi  eraffa  sees  Microsoft’s  recent  app  Witz  as  a 
sign  that  the  company  is  learning  to  compete.  Page  14 
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Discussion 

Underway 


(want  in?) 


COMPUTERWORLD 

on  Linked  in 


"This  deluge  of  data  isn't  stopping. 
But  with  Dell's  storage  solutions, 
our  system  was  able  to  absorb  it." 


Steven  Smith 
CIO 

AccuWeather,  Inc. 


